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May. 24, 2007 / T:00AM MT, DTV - DIRECTV Latin Ametica investor Day

They can't -- we can hundle up 4 million subscribers and get an important asset and control for the whole region.

That's very hard 1o do, even for a large cable company that's just i Chile or Argenlina or someplace.

Alex Penna - DirecTY - (ieneral Manager - Sky Mexico
[ believe it was buill particularly based on the strength of the regional platform that we conformed.

Su it's going to be very difficult for cable companies, which pretty much operate in country in a specific region, 1o compete with us 1o acquire or
purchuase any relevant or significam content of programming on an exclusive basis. So on that front. Pm not that concerned.

As a matter of fact, programmers had that strength oo the region was very difficult for me -- would have been very difficult for me on a
<tandalonc hasis to acquire the Liga Espanola rights on my own without teaming up and joining forces with SKY Brazil and PanAmericana to
compete against ESPN or any other programmer, which have the regional reach and could pay more for that.

S I'm not that wormed about cable competitars in acquiring exclusive content

Bruce Churchill - DirecTV - President - DirecTV Latin America

ls there any digital | free-to-ware] in any of our markets?

Unidentified Corporate Representative

Nothing that you're {inaudible - microphone inaccessible).

Bruce Churchill - DirecTV - President - DirecTV Latin America

No. I mean, | think, like Brazil only just decided un a digital standard this year or something, maybe last year.

1.uiz Eduardo Baptista - DirecTV - General Manager - SKY 8Brazl
We do have 90% of the digital segment in our base -
Bruce Churchill - DirecTV - President - DirecTV Latin America

No. he's talkimg about degidal [ree-10- ware.

Luiz Eduardo Baptista - [irecTV - General Menager - SKY Brazil
No
Bruce Churchill - DirecTV - President - DirecTV Latin America

Noot's nel on the horizon,

Unidentified Audience Member

T
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I‘ May. 24. 2007 / 7:00AM MT, DTV - DIRECTV Latin America Invesior Day

Just a quick question on vour Venezuelun pre-paid intiative - | was wondering if you :ould give us just a thumbnail sketch of sort of the key
fenancial operational parameters that you're looking for that might cause you to expand that initiative across other markess.

Jucopo Bracco - DirecTV - SVP & General Manager - DirecTV PanAmericana
Just concepeuatly hasically the usage pattern, right? How much people are consuming, how often, these are the things.

And so far. we're pleased with what we're seeing. But of course, we want 10 have a few more months to make sure that it warrants expanding in
uther markets.

W are going 1o be dowg pilots in other markets and buiiding up the marketing information 1o make sure that we - when we launch it's
successful,

Unidentified Audience Member

(trandible question  microphone inaccessible)

Bruce Churchill - DirecTV - President - DirecTV Latin America

I'm sorry

Unidentified Audlence Member

As an example, if there was a very strong demand for this produce in terms of subscribers and IRRs look good, but you saw that your ARPUs
were cut inhalf, are you nervous about ARPU degradation if at the end of the day the [RR; are still there? That's what I'm sort of leoking at.

Jacopo Bracco - DirecTV - SVP & General Manager - DirecTV PenAmericana

'l give you an answer. And hopefully it's the answer that Bruce agrees with. But my view is it's all about profitability. | mean, at the end of the
day. i('s about growth and the bottom line.

S0 3t we can add to the hottom line with that strategy, we will. And if we have derived attractive IRR, 1 mean, typically it has to be an account
that has the retum that is Taster and possibly higher than the regular business account.

Remember it's high up front o get in when compared to the regular business. The same package is actually priced higher on a prepaid basis than
o0 il CODFECE.

You cannol get multiple boaes, which also again, on the coe hund, Jipreciate our ability to group owr ARPU, but un the other hand, reduce our
§AC

So | think il prepaid were big, our SAC would be trending sJown. And our ARPL may suffer a bit. But | think. again, Iooking at the bottom line
growth,

Brice Churchill - BirecTV - President - DireeTY Latin America

lacapa's sl eooployed

Unidentified Audience Member

{n terms of bad debt, can you talk about what it is, what is the collection process? And what is your disconnect pelicy? Thanks.
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Play. 24, 2007 / T:00AM MY, DTV - DIRECTV Latin America Investor Day

Bruce Churchill - DirecTV - President - DirecTV Latin America

Okay. You guys wani to iy and quickly deal with that!

Alex Penna - DirecTV - (eneral Manager - Sky Mexico

Bad debt m the case of SKY Mexico is insigmificant. 1ts below 3%. And the disconnection policy is soft block the system if you don't pay at the
day 28 And at 32, it's hard block.

Luiz Eduardo Baptista - DirecTV - General Manager - SKY Brazl

In Braz:l, the bad debt is bess than 1%. Customers arc used to pay to watch, which is no the same if you compare 10 cable operators. And there's
alse a combination of soft disconnection and the tenure of the subs.

And we'rz trving o repair the [separate] behaviors. calling in order to avoid a very good sub to be cut on the seventh day. So we have three
difTerent steps, talking at the seventh, the 2Est, and the 35th day.

On the 35th day, you are reatly disconnected. then turns into churn. And in the spicis of time, we'll iry -- customers normally -- this process, 65%
of the customers returns narmally without you having to do anything.

Su yeu do the linawlible - highly accented language? ciforts on the remaining 35% in order to make sure that they're going to be back after the
35th day

And then there are other procedures to recoup these subs. But from--that's what really occurs. So every 35 days, we do count these subs as
churmers

Jacopo Bracco - DirecTV - SVP & General Manager - DirecTV PanAmericana

And ean't eeally give you details. There's nine markets. There's three or two products at least in each market.

There's al keast 18 or 27 different disconnections or bad debt policies that are adapted and are designed 1o maximize the churmn performance.

So in some cases il you disconnect Loo carly, you create fiiction with the customer and you have higher chum, than if you take on a few days.

But in general, people pay in advance. So these are very small numbers. Then again. if you go back. if prepaid starts accelerating as well, that
brugs no bad debl, aight?

Bruce Churchill - DirecTV - President - DirecTV Latin America S -
I think the other ting that probably characterizes. particularly Mexico and Brarzil is a higher percenrage of the customers are credic card

customers. It's just automatic. 1 think it's north of 50% in your case,

Alex Penna - DireeT'V - General Manager - Sky Mexico
554

Bruce Churchill - DirecTV - President - Direc TV Latin America

forget what it isin -
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May. 24, 2007 / T:00AM MT, DTV - DIRECTV Latin America Investor Day

So 1o give you a bit of a sense, we have 1.09 boxes per set. And there's plenty of reom to get that qumber to | 5 by the end of 08 We've been
doing calculations (o get there

And the key teason tor SKY not get match subscriber nowadays is reasen number one is that because we don't have the second box to provide
them right now

I'm not even saying that it would be because of 4 mauter of pricing. 16's because we don't huve the box.
We are selling a Jot. Suppliers are [acing the {sequences| in order to supply the demand.

§u when we'te going to have those and probably to start to oceur in three or four months frame, we're going (o have the ability to offer the second
point and for a much reasanable price if they are willing o commit o a Jonger term,

So Fdo envision that this will be a huge success for us.

Jacopo Bracco - DirecTV - SYP & General Manager - DirecTV PanAmericana

And in PanAmericuna, we actually have an average of 1.4, 1.5, Really hard 10 give any guidance beyond that.

Unidentified Audience Member

Questian - frankly, from your vanous presentitions that compared to the U.S., there seems 1o be very significant opponunities for consolidation
i cach of your markets. And your primary competitors, the phone companies, the cable companies are getting bigper.

1 guess the question then is with that as @ background. how does censolidation, these opponunities play into your various strategies given the
potential scale benefits for pregramming costs and so on.

And 1 guess that comment is panticularly relevant for Mexico and PanAmericana. And Brazil, Fm aware that the largest cable company, the
largest paid TV company. Net Co, just acquired Vivax, which makes them. | guess, puts them near to 5(% of the marker.

So und they're now just rolling out triple play. So why aren't each of you looking more closcly to take advantage of this fragmented market to
increase your competitive advantage”

Thar's the question. 1 would appreciate a brief answer Thank you.

Bruce Churchill - DirecTV - President - DirecTV Latin America

Shorier than the guestion? [ guess 1 would say we are. | believe we are trying to take advantage of it because the market today 15 largely still
Iragmented other than. you point out correctly, in Brazil. L think there probably are two sides te that coin.

On the one hand, centainly, a consolidated market with more scale may have mere access to capital and therefore a better opportunity 1o make the
investmenss reguired to digitize and ultimately offer the wriple play. That's probably true.

| think it will take time. | think it's not yuite — the enviromments that we're talking about here are not easy ones to necessanily implement and
execute these kinds of things

And w0 we're well aware it's happening. We're not standing still.
| think the basic premise of our competitive pusition will sull serve us well against even thosc consolidated digitized competitors.

Fhp side of it s it's actually creating sumie oppodunily, as Jacopo mentivned, Argenting, where there's sume digitizalion going on in Bucnus
Asres
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FiNaL TRANSCRIPT

May, 24. 2007 / 7:00AM MT, DTV - DIRECTV Latin America Investor Day

We've actually <een an up tick in our sales there because where before analog was widely available and people were just taking i, now all of a
sudden it's gone digial.

They have to make a cheice and they're often choosing us. So 1 think there is, T guess. il you want to put a silver lining to that
But look. life could atways get more competitive. And U'm confident 'v¢'ll be able 1o compete there.

And then as 1 mentioned., § think, m my first presentation. we are in the carly days of some relationships with some of the local teleos to look a
offenng our own bundle

And given the natare of telephone companices, i's very difficult to get thera 1o try new things and to do it well off the bat. And that was true here
in the United States. And i's gomng to be true in Latin America. But that's why we're starting it now.

Unigdentified Audience Member

Yeah, | guess, somewhat related question specifically o SKY Mexion, and you just mentioned early puntnerships with the telcos.

But that's - those partnerships are startinig Lo happen now in Rrazil as Luiz mentioned. 15 this something that's happening in Mexico? And with
telcos, if that's the case, which telco?

Is it Axted”? Is it Telmex? And the second question maybe is SKY Mexico specifically.

Are vou considering expanding services to Central America and the Canbbean region?

Alex Penna - DirecTV - General Manager - Sky Mexico

With repards, 10 your second question, the answer is yes as pant of the agreement we reached with DirecTV back three years ago or - no, fonger
than that -- no. four -- included the right of SKY Mexico 10 exploit business in Centrat America and the DR, Dominican Republic.

W have beent working towards launching the SKY service m Cosla Fica and Nicaragua and initiate from scratch since Direc TV does not operate
n the DR, initiate from the scratch there, and perhaps later on this year also build a migration of DireeTV subscribers to the SKY plaiform in
Panama.

With regards 1o Telcos in Mexico, yes, we have explored the possibility of joining forces with one of the relcos in Mexico. We have talked to

prety much all of them

And we still do not have anything concrete or firm 10 announce in that regard. But yes. we have been exploring oppuortunities to get into triple
play with alel.o vompany.

Bruce Churchill - DirecTV - President - DirecTV Latin America
Is that it? No” Okay. All right. Well, thank you, evervhody. [ appreciate your time. And thank you for coming out this moming.

Eguess, Jon, we'te doing a very un-Latin thing and serving an early lunch. 15 that night” Okay. 1 guess it's out there. Please join us. Thank you.

Alex Penna - DirecTV - General Manager - Sky Mexico

fhank you.
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Cautionaryv Statement

This presentation may include or incorporate by reference certain statements that we heliave
are. or may be considerad to be. “forward-ooking statements” within the meaning of various
provistons of the Securities Act of 1933 and of the Securities Exchange Aot of 1834, Thase
forward-looking statements generaily can be identified by use of statemants that inctude
phrases such as “heliove,” Haxpent.” “estimate,” “anticipate,” Yintend,” “plan,” “foreses
“project” or other similar words or phrases. Similarly, statements that desaribe nur
abjeobves plans or goals also are forwarddonking statements Al of theso forward-iooking
statements are suhject to cartain risks and uncertaintios that enuid Cause sctual resuitsg tn
differ materially from historical results or from those expressed or implied by the retevant
forward-looking statement, Such risks and uncertainties nviude, but are not mited e
seonomic conditions: product demand and market accaptance; ability o simphify aspoots of
aur business model] Improve customer service: creste new and desirable DICGraMIMINgG
content and mteractive features: achieve antivipated economies of seale government
action jocal palitical or economin devainpments in or affecting courdnes where we have
aperations, ingluding political, pconomic and sacial uncertainties in many Latin American
countries v which DTVLA operates: forsign currency exchange rates; competiion, the
owtcome of legal proceedings: ability to achieve cost reductions: ability to ronew
proagranyning contracts under favorable ferms: technelogical rixk: imitations on acoess to
distribution channels; the sucoess and imeliness of satelijte faynnhes, wneorha performanee
of satelites, including technical anomalies: loss of uninsured satpllites) tho#t of astelilte
programiming signals: and our abiity o access capial te maintain our Bnancial flaxihility:

and we may face other visks described fram time Lo fime in periodic reporis fded by us with
the RET.
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Financials

This presentation includes financial measures that are not determined in acenrdance with
accounting principles generally accepted in the United States of America, or GAAR,
specifically, Operating Profit before Depreciation and Amaortization, Frea Cash Flow. Fre-SAC
margin and Cash Flow before Interest and Taxes. These financial measures should be used
in conjunction with other GAAP financial measures and are not presented as an alternative
measure of operating results, as determined in accordance with GAAD. HRECTV
management uses these measures 1o evaluate the profitability of DIRECTV 1.8 subscriber
base for the purpose of allocating resources to discretionary activities such as adding new
subscribers, upgrading and retaining existing subscribers and for capitat expenditures. A
reconciliation of these measures to the nearest GAAP measure i posted on our website.

LMC T noooog?




Chase Carey

l

NC TTH ND00042




Froagoou H I N

JdHE

ALl

‘Juspisaid

2 9onug

Ve e o el vu skl b L Saiiin— appann




%ﬁmwm%

W™
9:00 a.m. Opering Remarks Chase Carey
President and CEQ, DIRECTV, Inc.
Overview Hruce Churehil
President, DIRECTV Latin Ameriea

2 & Haplisk
General Mana

Pl

Fe

.

-
i"nm

mmmmam %mnm@ﬁ
DIRECTV PanAmericana

General Manager. SKY Mexico

m, mama mwmmﬂd Latin Amerien

DIRFOYY

LM 1 H amno0ds :



DIRECTV Presence Throughout the Region

Population (M)

TVHH (M) 100+

Pay-TVHH (000's) 21,000
Pay TV Penetration 20%
Satellite HH as a % of Pay-TV 20%

Combined SKY/DIRECTYV 49

Subscribers (M)

Broadband Subscribers (M) 14

Cable modem as a % broadband
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DIRECTY Latin America
100%

SKY Brasil

DTVLA

Globo

PanAmericana

SKY Mexico
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Premier television experience
* Programming/Content
« Service
* Technology

+ Leverage regional scale and DIRECTV US
to deliver superior financial performance

» Mitigate regional risk by maintaining local
currency cost basis, where possible

- Local currency programming contracts
- In-market infrastructure and headcount
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Scale Economies

%

Programming

- Delivery to more than 4 million subs
lLeverage DTVUS
Shared services
Broadcast Operations facilities
Regional Cail Center (Colombia, Argentina)
iIT Networks
X - Creative Services and Production
Technical development
,,,,, $50+ cost savings in box price
- Speed to market
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mpetitive Issues

Stabilized cable industry, largely analog

Argentina
Brazil
Mexico

New entrants

Telmex {Brazi, Colombia, Paru)
Telefonica {Brazit. Peru. Chile. Colombia)

The Bundle

LDevelopmanitags U S

v stage alliances

Brazit {BrasiTelecom, Telemar)
Chile (Telefonica Del Sur, Telefonica Mangue! Y
Colombia (ETB/Orbitel)

Fuerto Rico {PRT)

Argentina (Talecom)
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